
RHETORICAL ANALYSIS 

LEVELS OF 
PERSUASIVE 

APPEAL 



ARGUMENTATION: 
levels of appeal 

• EMOTIONAL 
–  This will make you happy.  This will 

end suffering.  

•  LOGICAL 
–  This is the only reasonable option. 

•  ETHICAL 
–  Anything but this is inhumane or 

morally wrong. 

 









EMOTIONAL APPEAL 

  a.k.a. “pathos” (in excess, “bathos”) 

•  Usually found when you see . . .  
– Personal examples 
– Excess of tone 
– Figurative language 
– Strong Imagery 
– Connotative, subjective diction 

•  Appropriate . . . 
–  For certain audiences 
–  For certain purposes 
–  When balanced with other levels of appeal 

 





LOGICAL APPEAL 

                  a.k.a. “logos” 

•  Two types: 

– Deductive: Begins with a thesis 
then proves it with details and 
examples  

– Inductive: Begins with details and 
examples which lead up to a 
conclusion 

•  Appropriate . . .  

– Always, but appeals more to 
certain audiences, purposes  

 





ETHICAL APPEAL 
                 a.k.a. “ethos” 

•  Analyze the TONE to determine 
the speaker’s temper. 
– If the tone clashes with the message, 

the writer loses sincerity and, thus, 
believability 

•  Appropriate for “expert  
witnesses” who . . . 
–  Are trustworthy 

–  Are sincere 

–  Are informed 

–  Have intellectual integrity 

 




